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H & S ALUMNUS

ELWOOD F. CURTIS
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On October 1, 1935, a young man from
Mishawaka, Indiana, came to work for
Haskins & Sells in the Chicago Office as
a Class E junior assistant accountant.
Thirty-one years later, John Queenan
was to introduce him to some fifty
partners in New York at a luncheon in
his honor. Ellwood E Curtis had become president of Deere & Company
three years earlier. "Woody, we are
proud of you and of our long association with the wonderful organization
you direct," said Mr. Queenan in concluding his introduction.
In his four years with H&S, Woody
Curtis became a CPA and worked on
many Chicago Office engagements,
from brokerage audits in the city to
examining small grain elevators in
towns out in Idaho. Then in September, 1938, he was assigned to the audit
of Deere & Company, which had already been a client of our Chicago
Office tor more than twenty years. The
following summer he resigned to accept a position with the organization
as a branch house auditor. Mr. Queenan recalled that he was receiving "the
magnificent sum of $150 per month"
when he left our employ.
Five years later he was elected
comptroller of Deere & Company. He
served as comptroller until April, 1956,
when he was elected vice president in
charge of the finance division. In 1959
he was elected executive vice president, and five years later, on April 28,
1964, he was named president. He has
served as a director since 1951.
Today, from the president's office in
the handsome new Deere headquarters
set in the rolling farm lands of western
Illinois, Woody Curtis looks back on his
four years with H&S as valuable experience. "Working on different companies gave us a vantage point—a kind
of measuring stick for corporate effectiveness," he recalls. "We learned to
question and be objective. There aren't
many fields that can match public accounting for that training. From a
technical standpoint we were able to
see the whole picture in a way that you
seldom can from inside a corporation."

His recollections turned to the H&S
people he knew in those days. "They
made a great impression on me. Les
Davis (Lester S. Davis, now an advisory partner in the Chicago Office)
was one of the best teachers I ever had.
He inspired confidence that he knew
what he was talking about, and I admired the way he approached a problem. He told me what he wanted and
he was a good critic when I brought it
back to him.
"And I remember a lesson I was
taught by Art Hieronymus, that even a
routine, repetitive job has to be done
right. (The late Arthur G. Hieronymus
was a member of the Chicago staff
from 1929 to 1941.) He had me working on depletion allowance for an oil
company, and I made a series of careless errors in one day. A lesser man
would have turned me in, but though
he was a brillliant man, he was patient,
and after a fatherly lecture on what my
mistakes would have cost the client, he
gave me a second chance. That was all
I needed, and I appreciated it.
"But much as I respected H&S," he
continued, "as a boy from Mishawaka I
felt it was impersonal. It lacked the
family feeling you have today even
though you're much bigger. The firm
has come a long way since then. It's
policy, and not size, that makes this
important difference."
Woody Curtis as a staff man, who
had attended Notre Dame and just
graduated from Dartmouth, is perhaps
best remembered by our partner in
Chicago, Arthur E. Schwertfeger, who
was the first senior he worked for and
who was partner in charge of the Deere
audit till last year. Art recalls that he
was a great worker and a prodigious
reader not only of accounting but of
national and world affairs. "He always
knew where he wanted to go—a futureoriented fellow," is his recollection.
Future-oriented he remains today,
befitting the president of the company
having the largest farm equipment
sales in the world as it plans for the
year 2000, when the number of people
in the world to feed is expected to

double. And still reading—everything
from the history of wars and biographies of business giants (he's read
several of J. E Morgan) to Herman
Kahn's The Year 2.000. The Economist
of London is regular fare.
For years he was incessantly on the
move throughout the world, and he still
travels widely, spending even vacations abroad. Two years ago he attended the International Farm Equipm e n t S h o w in M o s c o w . W h e n
interviewed by H&S Reports he had
returned from a briefing on national
and foreign policy for the Advertising
Council by members of the Cabinet in
Washington. He serves on a host of
committees and commissions that keep
him in close touch with domestic and
international economic affairs.
So it is perhaps more than coincidence that as responsibility in his 131year-old organization came to Woody
Curtis, he enthusiastically joined in
the move to broaden the company
from one which operated exclusively in
the United States and Canada in 1956
to the world-wide organization it is
today. His major attention in the years
immediately preceding his election as
president was given to this international expansion. Annual sales have
more than tripled since 1956 until they
now exceed a billion dollars.
Yet for all his mobility, Moline,
Illinois, on the Mississippi about 150
miles west of Chicago, remains home
for him and Mrs. Curtis, the former
Helen Yeomans, whom he married in
1936, the year after he joined the H&S
staff. They have three sons. Count, the
oldest, earned the first PhD in mathematics ever granted by Dartmouth and
now teaches at the University of Rochester. Don has entered public accounting as a member of our Chicago Office
staff. The youngest son, Barron, is a
student at Augustana College in Rock
Island, and his father, like fathers
throughout the land these days, manages to find time to raise funds for his
son's alma mater as meanwhile he helps
guide Deere to its second billion ofannual sales.
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